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00129593 DOCUMENT TYPE: Review 

PRODUCT NAMES: Magazine Publishers (830277); Internet Marketing (835552) 

TITLE: Circ the *Net for Siabscribers 

AUTHOR: Sepos, Melissa 

SOURCE: Internet Publishing Magazine, vl nl p28(2) Feb 2001 

RECORD TYPE: Review 

REVIEW TYPE: Product Analysis 

GRADE: Product Analysis, No Rating 

The Web has made the publication circulation business a minefield of fierce 
competition that has many circulation managers feeling like beginners 
rather than experts. Publishers are conducting e-mail campaigns and 
promotions on their own Web sites , and most magazines are using a 
pop-up box that contains a subscription offer on their sites or at other 
sites with many visitors. Newspapers have focused on content rather than 
sales, but are now using a more unobtrusive type of promotion: the 
clickthrough 'subscribe* icon and a deep discount for the print version. A 
comparison of success rates can be made by considering * Time's success 
with AOL, which is much greater than the self promotion used by 'The 
Christian Science Monitor. * However, many e-zines, e-newsletters, 
magazines, and newspapers still use direct mail to push subscribers to 
their Web sites. For instance, the Wall Street Journal Online uses a direct 
mail postcard to present a trial offer to prospects and to existing print 
subscribers, and 'Variety' uses direct mail internationally. Various other 
publishers describe their circulation promotions, including The Daily Deal, 
whose spokesperson says, 'I still feel you can relay a better message via 
direct mail because it's easier to read and to scroll through something in 
your hands than on a computer screen. ' 

COMPANY NAME: Vendor Independent (999999) 

DESCRIPTORS: Circulation Management; Direct Marketing; Internet Marketing; 

Magazine Publishers; Publishing 
REVISION DATE: 20010630 
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TITLE: Buying into incentives: Shoppers and advertisers both find 
rewards. . . 

AUTHOR: Carr, Jim 

SOURCE: eCOMMERCE BUSINESS, vl nl8 p33(3) Dec 18, 2000 
ISSN: 1529-0077 

HOMEPAGE : http: //www. ecommercebusinessdaily . com 

RECORD TYPE; Review 

REVIEW TYPE: Product Analysis 

GRADE: Product Analysis, No Rating 

Several companies describe their online promotions. For instance, American 
Trans Air (ATA), the tenth largest airline in the U.S., used an online 
sweepstakes earlier in 2000 to gather up e-mail addresses and other juicy 
marketing information. Crystal Cruises had two sweepstakes that were 
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launched to create new interest --^^-;^°;^^?,J^^3'anrL:rbe:n used by 
incentives are an efectxve way to get new^^ .^^^ as important 

retailers for decades. Incentives massive move to performance 

in e-commerce. Forrester Research P^^^^^^J. J/^^^d lovalty programs . By 
marketing online -^^^^.-^^f ^^titiSS w!ll Save ^''valL of $11.8 
the year 2004 such promotional^a^^ advertising in the u:s.). 

billion (over half of ail spenainy according to performance 

This type of advertising xs usually priced accord ^g^^ ^^P^ ^^^^^^ 

instead of impression. Better ad tracking online. The 

available that -ll-^^ffe^ive way ^o att^^ct traffic to ATA's site, and 
sweepstakes was a cost-effective ^^ay events on many sites 

was part of a P-^^^^^ P^°S^^3f "^.^^p^takes aUoSed consumers a chance to 
concurrently, crystal cruises sweeps ^ ^^^^^^ ^ ^^^^ 

canal eacafion^ P^ripS' GSup^and iQ.Lm built and hosted the two events. 
COMPANY NAME: Vendor Independent (999999) 
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00108456 DOCUMENT TYPE: Review 

TITLE: 1998 Network Computing Weil-Connected Awards : Network 
Systems M. . . 

AUTHOR: Staff nQRfSI Mav 15, 1998 

SOURCE: Network Computing, v9 n9 p98(5) May io, i 

ISSN: 1046-4468 

HOMEPAGE: http://www.NetworkComputing.com 

RECORD TYPE: Review 
REVIEW TYPE: Review 
GRADE : A 

. t.i^n ronnprted Awards for Network Systems 
Network Computing's Weil-Connected Awa^^^ Systems, NET-3C0M's 

Management went to TME ^etView 5 0 from Tivoli by ^ ^^^^^^^ 

CoreBuilder 3500 Layer 3 "^g^T^-^J^^^^ternet Advisor from Hewlett-Packard, 
Network Protocol Analyser Basic, HP Internet Aa ^etView 5.0 is an 

and concord Communications' ^^^work Health 4 . i ^^^^f ^.ny-designed 
award-winning network management P^^^form that has a c y ^^^^ 

interface and a host of add-on applications TME 10 is also y^P^ 
breezing through all bench ^ests^ The CoreBuilder 350 
high-- function switch ^hich won best hardware proau (VLANs) . 

many features -eluding extensive control over ^vir^ ^^^^^^^ ^.^^ ^ ^^^^^ 
Sniffer Basic is a low-cost protocol / . network. HP Internet 
toolset that keeps up with a ^eavily-traf ficked ne^^^ ^^^^ EtherNet, 

Advisor is protocol analyzer hardware that can_tr ^q^.^j, EtherNet. 

Gigabit EtherNet and ATM and handle either lO^.^P ^ 

Sture'flfxlb^e feporL" ^it^ the adied benefit of Concord's Health 
Indexes . 

^^^f.c^Ol\' Sniffer Technologies (710199) 
Management; Network Software; Performance 
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Khameleon Software (592064) 

13830 58th St N #401 ^^.^^^ ^^^^^^ 

Clearwater, ^tt^n^ L^a toil 
TELEPHONE: (727) 539-1077 

RECORD TYPE: Directory 

CONTACT: Sales Department 5 1 allows companies 

. ' KHAMELEON Sales Force Automation 3. i kHAMELEON 
KHAMELEON Software's f^^^^^^eting and sales processes. Tapping 

'''^tlrX.l'f^' ^^^^^^ 

Siting, "«l=>'l""";3'3ji;f forecasting and ■"'■^""^"''"''tK success 
ferufes°"s:i" Spa«S"tf can use t.e syste. to .e.s«. 
of marketing campaigns. professional Service 

contract r.^C^^;-r^.^JrU»e„^ 

Automation; baies 
Service Industries 

pSSf ^MiSrl-i -|^S:"o"tso„roe. services, distribution, 
--?S^o=catIon^:=lngin efin, 

PRICE: Available upon request 

NUMBER OF INSTALLATIONS: 350 ^^^^^g^tation; user ^^^^f • ^i^g . 

online support q or 9iAS required 

OTHER REQUIREMENTS: Oracle ^^jl conversion 
SERVICES AVAILABLE: Custom p y 
REVISION DATE: 020625 
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SS; S:ILer ln„.«ctlon Solution. v.O „5 pS3... «ov aOOl 

Tccvi. 1529-1782 

homepage: http://www.cisinag.com 

RECORD TYPE: Review 
REVIEW TYPE: Review 

G^^^'- ^ ISA Web-based system 

PerfcrmiK Technologies' Emvol-^^^^^ centered 

designed to increase productx y .^^3^ gets excellent marks 
skill-focused framework for ""^^/HH^^^ ^ o^ls into personnel goals . 

?or tools that convert fxrm and business go rfonuanoe to 

keSLen»L ?1n/f ^^^^^^^ 
bS^rr.e?-?^eS^Sfe"ofar£.i^^^ 

4.0 operating systems ^"^.^1 user interface (GUI) and related 
frovided^dministration graphical us_er int^ <^°^rr'''i°ividual 
functions are more complex ^^^^ ^""^ . .^ures provided include ^dividual 
r,pes of users is^ood lmportant^f ^P^ appraisal; Jcey P-f^J--«, 

performance feedbacK , ^ . . ^d development plans, a rewa 
indicators and -nagement training^ _ °^ ■ l^e fel^^re 

& Compatibles; oracie, 
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AS??SR:"costello Daniel 3,^, v4 n7 p52 (5) Sep 2000 
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lets managers ^efxne the characteristic ^^^^^ ^^^^^ internal 

which gives them a fl^^^'^^^fi^^St manaqirs see how they are doing against 
benchmarking tools that will let managers ^^^^ ^^^^^ ^^^p f 

peers. Incentive Systems i^^^agemen .g^^ide incentive tool for 

^oals and behavior alxgnment^It xs an en p^^.^^_^^^^^^^^^.^ p^^^3. 

designing, maintaining, ^^^^J^^^J^i^ne objectives, corporate 
fonsfdrraSrsr^ai^d rnXr^of oLL factLs, while .uilding 
individualized compensation plans. 
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T„„««t-ives- Callidus Software hopes to redefxne. . . 
TITLE: Cashing in on Incentives. t-axj.ia 

AUTHOR: Draenos, Stan 

toURCE: upside, p84(3) Jun 2000 

ISSN: 1052-0341 

HOMEPAGE: http://www.upside.com 

RECORD TYPE: Review 
REVIEW TYPE: Company 

callidus software, a business. performancest— 

1996 with the goal of delivering a new class company's first 

software called business performance f°"ware i launched in March 

Troduct, the TruComp variable compensation -nager, ^. ^.^^ 

1999, and Callidus showed $11.7 million include America Online, 

expanded its client base from two to 23^ Ciien Sybase. 

Dun . Bradstreet, Netscape Con>munications Sun M y^^^ ^ 

callidus -s most direct competition is Incent f^^^ring Callidus and 

qrowing global trend toward incentive baseap y ^^^^^^^ts the results of 

Its competitors. ^rueComp models administers, ^^^^^.^^ companies to 

variable compensation Pl^^^^^^^^^J to furnish employees with detailed, 
make timely incentive P^Y^^^ts and to Jur^^ ^^^^F ^^^^.^elease two ma3or 
web-based performance J®P°"= that will extend variable-cost 

SSpTO^f „Sii"Rrsou°=e"Mrna,lS^?rsalar, administration, Soft„ate 

Marketing 
REVISION DATE: 20020703 
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..e advanta.es of process --f .ef /or e eo^erce^in 
improvement to IT Processes for Compete. Important factors xn 

ivstem quality, and an ^"'P^^^^'^^f ^^^^^sses are collaboration among IT, 
Successful e-commerce development processes are ^g^bility; building 

users? business partners, and <=-^tomers concern for ^^^^^^^^^ reusable 
sys^e^s to closely fit the -^°;P^^^,^^g"^";rocess management requires 
components; and P--f°-'^°J,3,?:""5ef ining roles and responsibilxtxes; 
developing a strategy ^nd °b3ects, aerx y implementing reward 
identifying skill sets ^"^^^^^^/^P^po^ri^g technologies . A buyers' guxde 
systems , information, flow and suppor^^^g^^^^^^^^.^^^ "^'1^^ 
to process management g°ducts Ixs ^^^^^^^^ ABT/Niku Provides ABT 
brief descriptions of f^^^^^®^" ^est practices, and proiect plans to 
Repository, which stores methods^ best p ^3^3gement. Ernst & Young 

promote a knowledge-based Jool based on Ernst ^ /^^'^g'^^ . . 

provides Navigator, a P^°?f^^^^^°J^ter provides a Web- enabled^team portal 
Lthodology, while movie's ^eam Renter p^^ collaboration, metrics 
for managing processes ^hat incluae deploying process 

management, and human ^^^^J/^^gfn by measuring all processes, because 
management systems, ^^^^/^^^^i^itiiuy quantified. All Processes should 
^^^^^rhr'taKe^forSprovemfntrinryoLted tools are required to ease 
Sgratio^ tf a\e:%trLtured development process. 
COMPANY NAME: Vendor Independent (999999) 
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